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A "Blue-Chip" Collection of Meeting Ideas 



plus posfag© 


. . . you get actual reproductions 
of material now being used by 
leading companies to solve many 
problems similar to your own. 


191 PAGES • EXHIBITS • I yi by 11 SPIRAL BINDER 

“Conducting Better Sales Meetings” is an unusual sourcebook of the better sales 
meeting ideas in use today* There is nothing else quite like it* More than three 
months of editorial research and preparation went into the production of this exciting 
collection of meeting ideas and techniques. You’ll be delighted with the wealth of 
information from which you can draw—not theoretical textbook material, but down- 
to-earth, practical meeting techniques being used today by some of the country’s 
top business firms. Whatever size your own company might be, whatever line of 
business you might be in, this material will go a long way toward helping you stage the 
kind of sales meetings that make salesmen say, “That was a good meeting* I got a 
lot out of it.” Results are what you want. Results are what you will get. 


INCLUDES 


• Case Histories 


• Illustrative Materials 


• Successful Techniques 


• Methods and Procedures 


EXPLAINS HOW TO 


• CoordinateJYour Meeting 


Build Advance Interest 





















• Tailor Sales Meetings to Fit Objectives 



• Follow Through After the Meeting 


SOME OF THE OUTSTANDING IDEAS IN THIS COLLECTION 


How TCF of Canada uses advance mail¬ 
ing pieces to arouse curiosity and 
interest in the meeting. 

A complete meeting script based on 
Frank Bettger’s famous “Thirteen Funda¬ 
mentals of Successful Selling” formula. 

How to handle problem personalities in 
the oudienc e—the “heckler,” the 
“griper,” the “won’t talk” man, and 
many others. 

Standard Oil of Indiana’s tested outline 
for pre-meeting planning. 

How Olin Mathieson trains its sales 
personnel to be meeting leaders for 
the company’s customers. 

Some basic rules of microphone tech¬ 
niques to help you coach untrained 
speakers. 

A quick, simple, and inexpensive way 
to prepare slides for a meeting. 


How Hawkeye Insurance Co. opens a 
meeting by giving the salesmen a test. 

A script and suggested skits on the 
theme, “The Day of a Salesman.” 

Sylvania’s secret sales session to intro¬ 
duce new products and systems. 

A portable sales meeting idea for 
training retail sales personnel. 

How Reeves Brothers, Inc., uses cus¬ 
tomers in sales meetings. 

10 ways you can employ theater tech¬ 
niques in your meetings. 

Some new ways to increase take-home 
value and to evaluate the effectiveness 
of your meetings. 

An unusual use of an office dictating 
machine to liven up a speech. 

A pre-meeting questionnaire McMillen 
Feed Mills developed to find out what 
the salesman wants from the meeting. 


YOUR GUARANTEE 


After examining your copy, you must agree this 
manual will be of real value to you and your company 
or you may return if within 14 days and owe nothing . 


TEAR OFF AND MAIL 


THE DARTNELL CORPORATION 

4660 Ravenswood Ave., Chicago, III. 60640 


S-10 


Gentlemen: Please rush a copy of CONDUCTING BETTER SALES MEETINGS. You may bill us $15, plus 
postage, subject to full refund upon return of the volume if I'm not completely satisfied with it. 

□ Bill us $15, plus postage □ Check attached for $15 

(4 percent state sales tax added t© Illinois orders) 


NAME .... TITLE. 

COMPANY ........ 

STREET .-_________ 


CITY... 


..STATE.... 


......ZIP CODE... 


334 


□ Also, send a copy of Norman Vincent Peale’s record—on approval ($6.95) 


MAIL THIS CARD FOR YOUR FREE TRIAL OFFER 


















Now, you can let each 
of your salesmen hear— 

Dr. Norman Vincent Peale 
on 

What it Takes 

to be a 

Real Salesman 


This is a recording every salesman should listen to in the quiet ©f his home, if is 
surely one of the most unusual—and one which most salesmen will never forget. 
Here—related in person by Dr. Peale—are true-life incidents that dramatize the 
personal philosophies which the average salesman (veteran or trainee) can use to 
become more successful. Here—in a person-to-person chat—Dr. Peale offers the 
insights and quiet inspirations that have helped thousands of salesmen, whatever 
their products or services. 



Many companies have distributed copies of this 33rpm IP record 
to their salesmen, dealers, and distributors. It can be used as a 
training tool in sales meetings. To get a copy—-on approval-—-check 
the box on the reverse side of this card. Single records are $6.95. 
Quantity rates on request. 
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